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Physical products sell themselves
with digital personalization
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Greens

Sesame Ginger

Description

topping—pumpkin seeds and chickpeas!
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Customer buying behavior has changed

Customer
4.0
Customer
Customer 2.0
2000s INDIVIDUAL FOCUS
1990s EXPERIENCE FOCUS “I want a means to achieve MY GOAL”
DEMAND FOCUS “I want a captivating CUSTOMER
PRODUCT FOCUS “I want a BRAND which I can trust and EXPERIENCE”
I want a PRODUCT which meets my helps fulfil my dreams” e Digital meets physical
needs” e Mobile e Hyper personalization
Electronic presentment e Omnichannel e Digital twin of the customer
Websites Social networks e Customer Journeys
WYSIWYG document design Search engines

Separation data and logic
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Top marketers think it’'s big

Digital twin of a customer is TOP1 in Hype Cycle Themes Bespoke for billions: Digital meets physical
“ Digital twin of the customer will take 5 to 10 years until “...consumers ... want the best of both: personalized
mainstream adoption but will be transformational to [physical] interactions combined with the convenience of
organizations. ” digital... billions trend...”
Gartner.  »source Deloitte. source

The internet is being reimagined... what comes next

“ ...creation of ...digital-only ...as well as a deeper blurring N

Market
research

between digital and physical. ”

> TOTAL MARKET
accenture :source IN 2026
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https://www2.deloitte.com/us/en/insights/focus/tech-trends/2021/omnichannel-personalization-at-scale.html
https://www.accenture.com/_acnmedia/Thought-Leadership-Assets/PDF-5/Accenture-Meet-Me-in-the-Metaverse-Slideshare.pdf
https://www.gartner.com/en/articles/what-s-new-in-the-2022-gartner-hype-cycle-for-emerging-technologies
https://docs.google.com/document/d/1VWEroADkZslOdBRsitKZgjIJjoxfz8MODFxQhN-EEM0/
https://docs.google.com/document/d/1VWEroADkZslOdBRsitKZgjIJjoxfz8MODFxQhN-EEM0/
https://docs.google.com/document/d/1VWEroADkZslOdBRsitKZgjIJjoxfz8MODFxQhN-EEM0/
https://docs.google.com/document/d/1VWEroADkZslOdBRsitKZgjIJjoxfz8MODFxQhN-EEM0/

Customers agree

willing to pay more
for products with
digital features

» Source
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MARKETING DATA

2%

willing to share data
In exchange for
personalized UX

» Source

USTOMER ORIENTED

T0P1

priority for brands is
customer experience
over the next 5 years

» Source
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https://www.sharpend.com/downloads/sharpend-connected-experience-report-2021.pdf
https://www.marketingdive.com/spons/why-you-should-be-taking-cross-channel-phygital-shopping-seriously/619257/
https://www.superoffice.com/blog/customer-experience-statistics/

Regular packages provide one-way info

Brand

one-way branding

BUT

X no customer data
x no feedback
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Physical Package

Customer
basic info

BUT

X no engagement
x no personalization
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Phygit packages accelerate sales

° Physical Package
l l > powered by phuygit 0—* |

Brand

\VV cross-sales

Customer
V exclusive offers

V' customer retention
and loyalty

V' easy access to extra
tips and tools

V' detailed analytics V' personalization
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Experience management platform
no code, no app, and low overhead

Brand implementation Customer use
o End-customer engagement focus o Justscan ortap
o No-code SKU management o OR code
o One hour to launch o NFC tag
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How does it work

I

Brand engages
Phygit delivers customer with
1 Customerscans  digital experience  digital tools
Brand adds QR or taps NFC to the customer

OR or NFC on with the phone
the package
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http://www.youtube.com/watch?v=M-wEZ7jgXKk

Personalization by product life cycle

Before purchase

. Sesame Ginger Greens
Not activated
Baby kale, crunchy carrots, and fresh spinach
make the perfect bed for a nutrient dense
topping—pumpkin seeds and

Drizzle with our Sesame Ginger dressing for

the perfect pop of flavor. This individual salad
kit is a great grab-and-go option for work or a

day on the run!

@ O

Organic Vegetarian

INGREDIENTS

- Baby Spinach
- Tatsoi

* Mizuna
+ Carrots

Need help? @

ACTIVATE
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After purchase

Description

Exclusive content

[Nt N\ TN/

& EXCLUSIVE CONTENT

Use this promo code to get 15% off your
next purchase

*

paislyfocolrls

gk

CHEF'S RECIPE

This Mexican salad is full of delicious
Latin-style flavors: colorful veggies,
cilantro lime salad dressing. and crispy
tortilla strips.

Feedback

Feedback

Sesame Ginger Greens

YOUR FEEDBACK

I love this salad. Young. fresh, reliable.
Rarely do | trust the triple washed claim
with salad mix but | just pile these leaves
on the plate. The ready made salads are
perfect to grab for work lunch with no fuss.

ADVANTAGES

Better quality than the competition.

DISADVANTAGES

There are no disadvantages!

L8 6 & & ¢

Perfect!

Y

Cross-sales

You may also like

a Snacks Unsweetened
»  Phygit
- @
v $20
N Crispy Treats
Phygit

v $22
N Gram Chips

Phygit ®
v $25

Protein Snack Bar
Phygit

v $18

Show more.

10



Personalization by customer profile

geo, age, gender, etc.
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THE SAME PRODUCT

DIFFERENT

CUSTOMER
EXPERIENCE

rreorct

e

11



Phugit works for different industries

=2x fFaster sales 12% activation rate

P

“uany 93 98
YETING

Higher ROM
For the same cost )

7]
- Victori, J

©SChipys:
~ Ptiop,

MY PHYGITAL
BUSINESS CARD
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Businaess model

Target clients: CPG, DTC enterprise brands

= (—)
e =) I

SKUs setup

Cost per scan
from $2,000

from $0.025

Extra SKU
$200
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Subscription
1 year
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Market potential

our target persona is CMO at Enterprise

TAM

$318B Digital promotion spending in CPG

SAM

$7.88 Spendings on omnichannel platforms in Retail/CPG

SOM
phygit’s annual revenues by the end of 2027

$21M

Drivers

2 Contactless technologies penetration

7 QR code penetration during COVID

7 More brands become DTC (direct to consumer)
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Growing international traction

Current 5!"“@"1!9 MXN  Farnfa gg ‘S/hy

hot leads “ \_z

Potential revenue $100K $50K $50K $40K $10K

Under ONE Ro rouzn &  ¢im  ,ous . w
negotiations FACE B SRt B fm /sus Oreas UFL
Projected ARR $30K $25K $20K $20K $15K $12K $10K $10K

Signed clients A A Hayes
swacaz  C 3
in EU region SAINT-GOBAIN @

Projected ARR $200K $50K $18K $10K
Eﬁféf”zgo%lfﬂﬁinds v R < PN L7 B I N

cccccccc MIM-KYIV

uuuuu

Rewards: EBRD Grant, MIT EF CEE (TOP 5), NEST (TOP 5), Poland Prize Grant (E65K)
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Engaging no-code personalization CMS

competitive landscape

End-customer No-code UX Engage across Profile based Funding
engagement focus management product life cycle  personalization status

phygit v v $0.27M raised
Blue Bite v v X X Acquired
Temera v v X X Acquired
Sharpend v X X X Acquired
Eon X X v X $8.2M raised
Evrythng X X v X Acquired
Brij v v v X $1.3M raised
Scanbuy v X X X $44.1M raised
Beaconstac X v X X $25M raised
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https://www.bluebite.com/
https://temera.it/
https://www.sharpend.com/
https://www.eongroup.co/
https://evrythng.com/
https://brij.it/
https://scanbuy.com/
https://www.beaconstac.com/

Engaging no-code personalization CMS

competitive landscape

@ Beaconstac
& phugit
@® Brij
® Temera @ Blue Bite

@ Scanbuy
@ Evrythng

® ton @® Sharpend

Easy to implement and use

End customer personalization and engagement
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L_ong term vision

My phygitals

We are self-serve no-code solution that:

,,,,,,,,,, | .

MMMM

V' connects brands and customers via

| & f
phugit packages and labels; -
vV engages customers through profile o e
based personalized experience; = o
| | a- TR oy
V' grows sales and improves marketing \ff IS
using digital twin of the customer. G = ’
| lililil €
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Profile based personalization

Optimal experience

HYPER-PERSONALIZATION

One to One

BEHAVIORAL MICROSEGMENT STAGE
PREDICTIONS One to Few

CUSTOMER SEGMENTS -_ PERSONA STAGE
BASED N One to Some

RULE-BASED SEGMENT STAGE
> we are here < One to Many
INITIAL STAGE
BASIC DATA One 10 Al

COLLECTION
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Talented
key team

strong enterprise
background and full
range of tech skills

Pavlo Shlapak

Valentin Trizno Igor Krivetski
Co-Founder, CEO

Co-Founder, Partnership CO0

Founded and sold 2 companies
C-level in 2 startups
CIO in a corp with $2B+ rev.

8. of IT entrepreneurship
Ex-Owner of mobile app dev company
CFO in a corp with $2B+ rev.

CFO of the holding with
$600M+ rev.
MBA, Strategic Management

Oleg Chugui

BDE Financial Manager

Marina Haque

16y. in Marketing
10+ y. in Business development
4 y.in product mobile
app dev company

12y. in Enterprise finances
and accounting

Aleh Osas

Alexander Petukh Andrey Zayats
CBDO Europe

Product Manager CTO

12 y. of Business ownership

7 y.in IT Product management
10+ y. in B2B and retail sales

5y. of Product marketing
Gamedev startup founder

10Yvy. as IT engineer
Develop highload ERP systems
Task and People management

20


https://www.linkedin.com/in/pavel-shlapak/
https://www.linkedin.com/in/valentin-trizno-7116141a/
https://www.linkedin.com/in/igor-krivetski-08906b149
https://www.linkedin.com/in/aleh-osas/
http://www.linkedin.com/in/alexpetukh
https://www.linkedin.com/in/geekhare/
https://www.linkedin.com/in/maryna-h-a104b6178/
https://www.linkedin.com/in/chugui/
https://www.linkedin.com/in/aleh-osas/

Thought leaders as advisors

Rick Rasmussen
Industry Fellow UC Berkeley, Adjunct
Faculty Northeastern University

Been on executive teams of three companies,
raised rounds from leading VCs, went public,
gained Fortune 500 status, and sold for a
collective $12B.

ENEATH
0K B RFACE

Dmitri Sarle Konstantin Zapolianski
Founder of Earthians & Senior Investment Director
Weeklyaction.club at Zubr Capital
Serial entrepreneur (5 startups, 1 exit), More than 10 years in the investment industry.
investor (8 investments) and mentor. Supported 12 transactions that resulted in over

$60M in fundraising.


https://www.linkedin.com/in/konstantin-zapolianski-08b881113/
https://www.linkedin.com/in/rasmussen/
https://www.linkedin.com/in/sarle/

Join us in the phygital future

o Join the $500K round. $60K raised
o Incorporation in Delaware

o B2B SaaS martech

Cost allocation
R&D H S&M W Other

© 2022 Phygit™ | pavio@phygit.world | +1 424 3030 392 [ |:|hl=|gi|: 22



The go-to solution For phygital packages

SeeF

$15M

Pre-seed
|

e Full-scale USA launch

$500K ($60K raised) e Integrate Al-based

Angel nd personalization
gets rod | e Farn $100K MRR

e Strengthen EU presence
$210K e Incorporate in USA
e Enter US market
e Developed Platform v.1 e Launch Platformv.2
e Delivered 15+ paid pilots e Earn $30K MRR
e Launched scalable product with recurring revenue
e Farned 9 partners in 11 countries

® >
2021 2022 2023 2024
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Scan the code & book a call!

pavlo@phygit.world


mailto:pavlo@phygit.world

Digital twin of the customer

We provide unified customer profile and
standardized UI/UX to motivate unknown
customers share valuable information:

V' geographic / demographic;
V' professional;

V' personal;

V' other valuable data.
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Expertise and Intellectual property

More than paid 20 cases with clients
were developed before

~ problem/solution fit was found
‘Q Pilot industrial cases with international
: brands were successfully launched
White label with integrated GDPR from
= the box for affiliates
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=

l

2 years of development of the platform
and presets of web apps

Multilevel architecture of the platform
with brand / batch / asset / personal levels

Protected IPs and trademarks,
incorporated in Estonia

& phygit 2



Achievements

IMAGURLU
. i
Ness i
TOP2
| v Imaguru Warsaw Startup Battle
|
TOP5 TOP5
Nest Accelerator ) MIT Enterprise Forum CEE

Poland Prize

L -

Poland Prize E65K .
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Scaling via affiliates & multinationals

Scaling (2023)

Expand to the USA

Y

$100K MRR

Sales funnel dev. (2022)

Affiliate network
Expand to Poland

9 Partners in 11 countries
MIT EF CEE

Phygit Software
N
A
A\
Producers of NFC
tags and carriers
\

Scalable product (2021)

Affiliate sales

\

200+ brands in portfolio
21% lead to deal conversion

CustDev (2020)

Pilot cases

Direct B2B

Y

15+ paid phygital cases

© 2022 Phygit™ | pavio@phygit.world | +1 424 3030 392
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Phygital cases

Brands have flourished already

Nike goes phygital Authenticity guarantee
with “Nike Live Stores” via phygitalization
Nike has been testing out a new form of a neighbourhood-centric With its NFC-powered personalized mobile experience eBay
phygital shop. Future touchless stores will rely heavily on increase consumer safety, trust and transparency. It’s a part eBay's
personalization techniques similar to those used online. strategy to better meet consumers where they are.

V Source ebay Source

Sustainability through phygital products

By 2025, the Ocean Bottle team have a goal to prevent over 3 billion plastic

bottles from entering our oceans each year. The Ocean Bottle is smart chip

activated, so owners will be able to donate more to plastic collection when
they refill at partner locations.

cean
© 2022 Phygit™ | pavio@phygit.world | +1 424 3030 392 bgttTe Source



https://www.bluebite.com/case-studies/ebay
https://www.linkedin.com/pulse/phygitalization-nike-example-mehmet-yildirim/
https://riley.studio/blogs/news/5-minutes-with-the-ocean-bottle

